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Studying the consumer’s susceptibility to persuasion and fraud from a phycology 
perspective will allow understanding better how is that a person is more or less vulnerable 
to be a fraud victim. To achieve this purpose, the theory will be contrasted with the 
information that has been collected in two surveys. This will make possible to understand 
why age by itself is not a decisive factor for a person to be a fraud victim. 
 



















According to statistics, from official data collected around the world, there were a total 
of 14.4 million persons that reported being victims of fraud in 2018 with a calculated loss 
of $1.7 billion. (Experian, 2018). For example, criminals target to different bank accounts 
like retirement accounts or reward programs without discrimination. Despite the increase 
of technological securities, criminals have been able to defeat these advances (Fogg, B, 
Soohoo, C, Danielson, D, Marable, L, Stanford, T, Tauber, E. R, 2002). For this reason, 
people tend to think that who is more likely to be influenced by external factors or to be 
scammed are usually elderly persons as they are supposed to be less familiar with the 
technology. But is this true?  In this research, I analyze if in fact, our age is a condition 
that would influence being more vulnerable and whether indeed most people think that 
the older you are the higher would be the possibility of being scammed and whether this 
belief leads people to target the elderly. As an example of this, there is a British agency 
called Age UK that has the purpose of specifically support elderly victims of scam as the 
government considers this group as the most vulnerable in the necessity of specific 
assistance. (Age UK, 2018)  
The stereotype of the financial fraud victim is a fragile elderly person that is living alone. 
Current evidence about age as a risk factor is mixed, and it is possible that anyone 
(regardless of age) can be involved in a financial scam, or even that younger people can 
have a greater possibility of being scammed in the same scenario (Modic, D., Lea, S. 
2013). This research question has important practical implications. First of all, it is 
possible that the more an individual thinks is not likely to be involved in a fraud case the 
bigger are the risks of actually being scammed; moreover,  governments might not be 
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prepared to assist the right target group and to prevent the right people from being 
scammed. 
1. Theory 
1.1. Fraud victimization 
Around the world, laws and regulatory agencies are the tools used to regulate and control 
delinquency and this would include fraud acts. This will allow defining which type of 
schemes are being developed to help consumers to be aware of them. There are several 
types of scam but the three main ones are consumer surveys, analysis of their data and 
general investigation (Experian, 2018).  
Data on the prevalence of fraud is not completely reliable for several reasons. First of all, 
the analysis of complaint data would give only a limited vision. Many frauds are not 
reported because people see useless to report a scam as they think it would be impossible 
to catch the scammer (Mishra, 2014).  
1.2. Victims Profiles. 
There are four main types of profiling analysis: demographic, consumer literacy, 
behavioral and psychological and situational (Bandura, 2005). For the first type, 
according to the United Nations Interregional Crime and Justice Research Institute 
(UNICRI), it is important to analyze the age, gender, income, level of education and 
marital status. Common sense suggests that older people are more vulnerable to fraud but 
maybe this is not the case. One potential reason that elderly fraud seems more common 
is that older people are more likely to present a complaint to the authorities; in contrast, 
younger persons see it useless (Eurekalert. 2019) In lottery and fraud cases, the financial 
status does play an outstanding role. According to the FTC (Federal Trade Commission), 
the income level can inside fraud victims. The lower the income the person receives, the 
4 
 
higher is the tendency of being scammed in false lotteries or false investment options. 
(Federal Trade Commission, 2015). Another point to say is that people with a stable salary 
in the future have the lowest rate of victimization contrary to those who think that their 
salaries would increase or decrease. This point would agree with the previous one that 
states that high-risk takers are more probable of being scammed instead of a person that 
likes stable options. In the case of education level, the FTC established that this may 
influence depending on the type of fraud and the background of the victim. In cases of 
investment fraud, a higher education level would imply a higher incidence and in the 
lottery, lower educational training will implicate a higher possibility of being scammed. 
Gender is as well another condition that would not be significant by itself. There aren't 
studies that determine that a woman or a man is more vulnerable. 
The possibility of a fraud victim to be married and socially connected is higher, this point 
would end with the idea of isolation as a factor to be cheated. Despite this, the FTC says 
that there is no statistical significance in the number of single or married persons that 
were scammed and if there is any influence from this factor is for specific types of scam. 
Consumer literacy states that fraud victims are supposed to know some information about 
scam and fraud but they can get scammed; for example, even though a person is familiar 
with the loans legislation and requirements it is possible that this person can get scammed 
in a loan scam (Forbes. 2018). The behavior and psychological mindset of the victim 
would play a role as this is what may call the attention of a scammer when choosing 
whom to approach. As we analyzed, if a person is in a bad economic situation this can 
affect its decision as the person may be biased when having to make a decision or even 
they can become more emotional than rational. Perhaps, this is something that a scammer 
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would exploit to introduce himself and to be accepted along with his plan (Carnevale,  
Inbar, Lerner. 2011). 
Other external factors may have an influenced in favor of the scammer. For example, if 
the unemployment rate increases it is possible that the number of fraud cases will 
increase; especially the ones that involve people giving money for an inexistent 
investment (Reiss, S. Havercamp, 1994).   
In the case of persuasion, this tactic aims at changing the person's mind, sensations, 
behavior, and attitudes about a certain topic (Psychology, 2015). The objective is to send 
a message to change the general evaluative judgment. Research has shown that people 
can be persuaded when they do not analyze the data in the received message as they would 
tend to make simple associations that implicate less cognitive processes. As people can 
get motivated to check the information received they would follow a systematic route to 
persuasion that would relate to a cognitive way of thinking; less or more positive thoughts 
about the data received would specify how much the attitude can change (Kirmani, 
Campbell, 2000).  
Therefore when the person is not checking in detail how legitimate the received 
information is, the risk of being persuaded with a lower cognitive effort is higher (e.g. 
thrusting that a product is better because of the package). These theories do not give a 
clear indication that age would play a fundamental role in scams or frauds as it is no 
establishing that an older person would be at a higher risk of being persuaded by third 
parties (Kenda, 2019).             
1.3.  Choosing victims 
According to Maria Konnikova, being smart, outgoing, naive or unaware does not save a  
person from being a potential victim of criminals as the victim shows himself as the ideal 
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victim without even noticing it (Feloni, 2016). This would be the personality trait 
understood as a situational aspect (e.g. where the person is on that point of life). For 
example, a person that is passing a transition is more vulnerable and this condition is 
evidence of a fraud maker. The feeling can be both positive or negative, but what matters 
is the impact that is generating in the victim's life. For Konnikova, physical condition 
(e.g. age, physical force) could be a secondary condition to make a person more attractive 
for a scammer.    
Criminals act like predators looking for persons with emotional vulnerability and take 
advantage of the fact that people do not like uncertainty by “selling” certainty. They 
present themselves as the relief the person was looking for their current condition so the 
victim is more possible to accept the deal.      
Even though information, literature review and researches are conducted on 
characteristics of the victims of violent crimes that would make the criminals target a 
particular victim of this type of approach that has not been used on persuasion or fraud 
cases. Therefore age could be a sign that a person is more likely to be persuaded as older 
people can be considered more vulnerable because of ageism (Brownell, 2010). This term 
refers to two ideas: thinking about older persons in negative terms and bad stereotypes, 
and assuming that everybody is young so society cannot deal properly with older people’s 
needs. As older people are seen as more fragile or as a naive person, it can be visible that 
these individual characteristics are associated as an indicator of vulnerability, making a 
person seem an easier prey (e.g. a belief that older people would be more gullible)        
2. Social Influence 
Social influence is a tactic to persuade other individuals that have always been part of 
human being's relations as it is present in daily activities like debates, in the legislation of 
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a country or lawyers convincing a jury to believe in their arguments. The problem with 
this is when it is used to obtain personal benefits. Studies from the 1950s by Asch revealed 
that conformity and social pressure inside a group of persons can influence people's 
decisions. Other studies developed by Milgram in the 1970s indicated that there are levels 
of compliance between citizens and their authorities (MarketPlace, 2019).  
2.1.  Profiling 
The information from the target is gathered to develop a customized approach. The 
victimizer would question the victim how likely is the victim to send money, its financial 
capacity and the level of intensity that can be applied (Rusch, 1999). This sensitive 
information allows the victimizer to develop a pitch to approach its victim. 
2.2. Cognitive Social Influence Tactics. 
Cognitive heuristics are rules that help people decide what to do, the problem is that 
scammers could influence the reasoning for their benefit. According to Robert Cialdini 
(Cialdini, 2007), there are seven principles of influence: the first one is commitment and 
consistency that makes a person establish a commitment to agree on a bigger compromise. 
The next tactic is the comparison and consists of contrasting to options to make look one 
of them better than the other, for example, sale promotions. The third tactic is landscaping 
in which the persuader will set up the ideal conditions to make a person go by a defined 
path without realizing it as the person thinks that is not forced to do it. There are three 
methods of application: Agenda Setting, Limiting Choices and Controlling Information. 
The fourth tactic is phantom fixation, it implies that the individual is interested in an 
objective and would do anything to accomplished it. The fifth tactic is scarcity as it 
exploits the believed that if something is scarce must be exclusive and expensive. The 
sixth and seventh social influence tactics are source credibility and social proof. This last 
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one wants to influence by making think the individual that the item being sold is desired 
by everyone.  
2.3. Social norms influence.     
There are four tactics based on social norms: authority role, dependent role, friendship 
role, and reciprocity. The first one is about following what authority dictates. In this case, 
the scammer will pretend to be an authority to be in the capacity of demand and order 
anything to the victim from a power position. The second tactic applies the social norm 
by creating an obligation for the victim on doing the right thing by taking care of the "less 
favorited". Scammers would use false charities to obtain what they want from their 
victims. The third one is the friendship role using the social norm that people should be 
open to do favors to a friend. The last tactic is reciprocity that is on giving back what a 
person has received before. According to Cialdini, charity requests are more successful 
when they include a fact that relates on having done something for the community so the 
person feels that this should be reciprocated (Cialdini, 2007). 
3. Survey 
To analyze how and what people consider fraud cases are, who they think are more 
vulnerable if they would be able to get scammed or even participate in a fraud; I 
conducted two surveys. The first one consists of 23 questions and has been filled by a 
total of 150 people between 18 years old to 49 years old. The second one has a total of 17 
questions and has been conducted to 100 persons that are 50 years old or even older.  In 
these questions the people surveyed responded to questions that proposed some scenarios; 
in the first survey as the population is younger it is asked if they think older people are 
more vulnerable and in the second one we analyze if older persons are more likely to be 
scammed of to trust fake news just by the fact of being online.   
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The importance of analyzing this is first to understand how is the vision that the public 
has about scams, therefore to make them review its position and condition and also to see 
in which points they think certain people are more vulnerable. The second survey wants 
to know if in fact, older people are more probable to be frauded, how easy they are to 
convince, how is their relation with social networks, to which information source they 
rely, to which type of person they would rely more, how they consider themselves and 
how they would react in specific scenarios.         
3.1.  Survey  1 
In survey 1, participants have to answer to the first question concerning their previous 
experience in fraud cases; the options were YES/NO/ I DO NOT KNOW. The frequencies 
show that 27.8% of the persons did have a fraud experience, 52.1% have not experienced 
it and 20.1% stated that they do not know. This last statement is important to analyze as 
these individuals seem to do not know about scam situation making them vulnerable 
without even knowing. An ANOVA has also been developed to see the age average of 
the participant in each answer. For the first option (M=25.54, SD=3.35), for the second 
one (M=25.70, SD=5.00) and the third option (M=25.44, SD=3.48) making a general 
average age of 25 years old with an F value of 0.047 with a p-value of 0.954 with 2 
degrees of freedom. On the other hand, there is another possibility that indeed they have 
suffered from a scam but they do not even know and even worse the did not alert to the 
competent authorities. 
Question 1.2  tried to complement the previous query by asking how was their fraud 
experience. In its majority, the cases were online (62.5 %)  as this is the word that repeats 
the most. Also, the cases involved the loss of money (58.5%), paying for a product or 
service that was not the one advertised (by social networks) one or that did not exist 
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(54.8%). In other cases, the fraud was related to their credit cards as they had problems 
with their bank account (49.4%). Another point to take care of is that in all the experience 
the individuals stated that the experience was horrible even after it happened as they did 
not receive any help and considered to be useless to report it to the authorities (45.2%).  
Question 2 has to be studied along Question 4 as it proposes a similar scenario but with 
an important difference. The first one asks: From a scale from 1-7 (1 = Extremely unlikely 
and 7 = Extremely likely), in your opinion, how likely is a person older than 65 years old 
to be a scam victim and the second one changes the age of the victim to 35 years old. To 
contrast the means of both questions I conducted a paired sample t-test and the results 
show that the participants think that a person older than 65 is more vulnerable to be a 
scam victim (M = 5.74; SD = 1.06), as compared to a 35-year-old person (M = 4.51; SD 
= 1.11); t = (134) = 11.362; p < .000 that is moderately likely in the scale. These results 
are aligned with the theory that stated that people tend to think the older a person is the 
higher the risk of being frauded.  
Question 3 and Question 5 also have to be analyzed together as they propose a similar 
case: From a scale from 1-7 (1 = Extremely unlikely and 7 = Extremely likely), how likely 
a person older than 65 years old is to be persuaded by others and how likely a person 
older than 35 years old is to be persuaded by others. In the first case (M = 5.54; SD =1.17) 
that would be moderately likely in the scale and for 35 years old scenario (M = 4.57; SD 
=0.09) that correspond to neither likely nor unlikely (t = (134) = 7,97; p < .000). As in 
the previous questions, people tend to think that an older person is more vulnerable but 
also in this scenario the means reduced by one point from the previous questions.  
Questions 6 and 8 suggest the following: From a scale from 1-7 (1 = Extremely unlikely 
and 7 = Extremely likely), how likely is a person older than 65 to be a victim of a scam 
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if this person is an engineer. Question 8 is the same, but for a 35-year-old person. An 
important point is that, unlike the previous questions (Q3 and Q5), in these scenarios, the 
victim has a considerable educational level. The results show that for the first case (M= 
4.56; SD =1.31) that correspond to neither likely nor unlikely and for the second (M= 
3.80; SD =1.29) that would be moderately unlikely; t=10,17 (df=134) = x; p < .000. The 
tendency of believing that an older person is more vulnerable remains but the presumable 
risk decrease in both cases when the possible victim has a certain academic level. People 
would think that the fact of being more educated would reduce the chances of being 
scammed as they would assume the person is more informed so is aware of possible 
danger. However, the older person is still perceived to be more vulnerable to persuasion.  
Question 7 presents the following scenario: Suppose you are a sales worker in a watch 
shop that is about to close and you just need one more sale to accomplish your daily goal. 
Inside the store there is a 65-year-old client and a 35-year-old client; whom would you 
approach to complete your sale? The results show that 56.3% of the participant preferred 
the 65 years old person and the rest 43.7% would prefer the 35 years old person. From a 
simple analysis, this would indicate that persons in it majority tend to think that older 
people are easier to persuade and convince. Question 7.1. ask for the reasons why the 
participant made its choice. Among people who chose the younger person, the decision 
for choosing this younger person was based on the following arguments: a younger person 
has less experience (61.7%),  must have a higher income as has less expenses (52.2%), 
easier to persuade (51.4%), more money available (49.4%), relate with this option 
because the participant has a similar age so it would be easier to establish a conversation 
(47.5%), is currently working (40.4%), would know more (40.1%), would be more 
interested in buying the product (35.7%), younger people are more impulsive (33.4%), 
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younger people care more about appearances (31.4%) and they would spend less time 
when deciding so it would be easier to persuade them (24.7%). From these arguments we 
can consider one that is in coherence with the theory; for example, the fact that a person 
considers that would be easier to talk with the potential clients matches with the theory 
of affiliation. Another important point to notice is that people identify some weaknesses 
in young people (they live of appearances or have less experience), so they would use this 
as a tool to convince them.  
On the other side, the participants that chose the 65 years old person based their answer 
in the following arguments: the person is old so is easier to persuade and convince 
(57.5%), must be a wealthy person (52.5%), has more free time to go shopping (49.7%), 
will be easier to attend the person (48,5%), must have more experience (47.5%),  can be 
confused (47%), is more polite (45%), has less knowledge (39.5%), like to purchase more 
consumption goods (37.2%), is more emotive (35%), is more motivated to acquire goods 
(34%), is more attracted to buy items (30.7%). These responses reinforce the idea that 
people have about old person being easier to persuade but is interesting to see that other 
answers indicate that they would be easier because they would have more money 
available to spend or freer time to go shopping; these characteristics (even though 
participants do not realize) are no necessarily only of old people but are characteristics of 
any potential target or victim. Another point that people do not realize is a characteristic 
not only that an elderly person is being emotive. Indeed, this characteristic can be 
attractive for a scam maker but can be identified in people of any age. 
When contrasting both groups of answers (for the older and younger target), we can see 
that the participants located similar weaknesses in both options; they like to think that it 
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is easier to persuade them because of their inexperience or that both groups would be 
emotional when making decisions. 
Question 9 consists of other 5 questions. Participants indicated to what extent they agreed 
(1= Strongly disagree and 7= Strongly agree) with the following statements: 9.1. older 
people are likely to be lonely, 9.2. older people are socially isolated, 9.3 older people are 
physically weak, 9.4 older people are mentally weak and 9.5 older people’s cognitive 
abilities are limited. To analyze these questions I ran a Binary Logistic Regression 
between each dependent variable and the likelihood to pick an older person as the target 
of a persuasion attempt for last-minute sale (Question 7 discussed above). This will allow 
developing a model that predicts each perception concerning elderly people affects the 
likelihood to choose a 65 years old person (instead of a younger person) when trying to 
sell something. The results show that all the statements produce a small effect so their 
influence in deciding between the two options is not significant.  
In the first case when analyzing questions 9.1 and 7 the coefficient B is negative which 
would mean a decreasing effect of -0.174 that is the minimum and its significant value is 
0.989 making it not significant as it should be below 0.005. With questions 9.2 and 7, the 
coefficient values are -0.116 which would have a decreasing effect that is not significant 
(p = 0.328). Questions 9.3 and 7 show a coefficient value of +0,006 that would represent 
a marginally significant increase (p = 0.059); this indicates that perceiving an older person 
as physically weaker might increase the likelihood to pick the older person as the target 
of a persuasion attempt. Questions 9.4 and 7 have a coefficient of -0.10 that represents a 
decrease that is insignificant as their significance value is 0.277.  Finally questions 9.5 
and 7 showed a coefficient value of -0,130 that indicates a decrease, but this effect is not 
significant (p = 0,277). From all these results we can conclude that what the participants 
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think about older people being lonely, isolates, etc. would not impact if they would have 
to decide which person they would choose to convince. Only the perception that elderly 
people are physically weaker was positively associated with the likelihood to choose them 
as the target of a persuasion attempt to make a sale (but this effect was marginally 
significant). 
To verify if these tests where robust, I ran another Binary Logistic Regression that also 
took into account participants' age as a control variable. The result showed that the same 
pattern and significance as above. 
Questions 10 and 11 ask about a similar scenario with a small difference between each 
other: suppose you are a sales worker in a watch shop that is about to close and you just 
need one more sale to accomplish your daily goal. A client that looks like someone of 65 
years old request assistance to decide between two options. On a scale from 1-7 (1 = 
Extremely unlikely and 7 = Extremely likely), how likely is that you would recommend 
the most expensive option as it represents a higher commission to be received? You know 
that both options would work as well for the client's necessity. In the other option, the 
client is between 20 to 35 years old. To analyze these questions is has been developed a 
t-test to compare their means. In the first question (M= 4.56; SD =1.78) and for the second 
(M= 4.26; SD =1.64) that according to the scale it represents neither likely nor unlikely 
so the participants are not taking into consideration the age of the client as a decisive 
factor but they are considering other points of the scenario. It is also important to notice 
that the question does not imply that the individual would scam the client as is offering a 
real product but it seems like the participant considered the opposite. This is visible in 
questions 10.1 and 11.1 that asked them to argue their decisions. For the first one they 
based the decision on the following arguments: wealthy person (73.5%), expensive 
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products (63.2%), honesty as a priority (60.7%),  do not want to be involved in a scam 
(58.6%), they do think the scenario is a scam (57.3%), they would prefer to show all the 
options (54%), they would work for their commission (53.7%), consider that being a fair 
salesperson would make them a best employees (52.6%), justify the higher price because 
of quality (50.4%), would feel bad and guilty (49.5%).      
Question 12 inquiry participants on a scale 1-7 (1= Extremely weak AND 7= Extremely 
strong), how physically strong they consider themselves. To study these answers we made 
a Binary Logistic Regression with Question 7 to develop a model that will allow us to see 
if there is an effect of feeling stronger or weaker when choosing one of the two options 
from question 7. This is done by trying to predict the likelihood of the selection; there 
was no effect of age on the likelihood as the results were (B = -0.011 representing a small 
effect; p = 0.952 as it should be lower than 0.05). Question 12.1 requested participants to 
develop their ideas about why they consider themselves strong or weak. The answer in 
its majority related being strong with a physical condition and a minority-related it from 
a mental perspective. The reason they gave to justify their answers were: that they do 
(49.4%) or do not (47.3%) practice exercise regularly, confidence (48.3%), overcome 
obstacles (45.5), physically strong (44.3%) and that when comparing with other from 
their environment they look better (37%).  
Question 13 asked the participants to what extent they agree (1= Strongly disagree and 
7= Strongly agree) with a series of statements divided into three categories: Callurous 
Affect (CA; 7 items), Interpersonal Manipulation (IM; 8 items) and Criminal Tendencies 
(CT; 10 items). I measured these individual traits because it is possible that people who 
have a tendency to be less empathic and who tend to have criminal traits would be more 
likely to reveal what type of target they would choose for a persuasion attempt that might 
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be seen as less ethical. I computed an individual’s score in each subcategory by averaging 
its respective items. Next, I ran a Binary Logistic Regression with question 7 to see if the 
score obtained in each category (CA, IM, CT) can help us to predict which of the two 
options (the older or younger person) the participant would select. When developing the 
model between the mean of CA and question 7 (B = 0.007, p = 0.775) the coefficient 
implicated an insignificant increase. In the case of IM (B = -0.077, p = 0.781) showing a 
not significant decrease. Finally when the influence of CT was insignificant as well (B = 
-0.018, p = 0.923). These results are a surprise in the sense that it would be normal to 
think that having a higher or lower grade in any of the three categories would influence 
the decision making of the person; at least in the scenario proposed in question 7.    
3.2.  Survey 2 
Question 1 asks the participants if they have any social media account (on Facebook, 
Instagram, WhatsApp, etc). The frequencies revealed the following answers: 93.9% of 
the participants do have a social media account and just 6.1% do not have one. These 
results would make us think that perhaps this can be a source of vulnerability to 
persuasion on an elderly person as they could be more probable to believe for example in 
fake news that are distributed by social media (Forbes, 2018). Even though, the results in 
the following two questions do give evidence to affirm this theory. 
Following this I analyzed the correlation between age and question 5 that ask: from a 
scale from 1-7 (1= Unreliable and 7= extremely reliable ) to what extent do you consider 
social media as a reliable source of information?. The correlation here is -1. This indicates 
that the older a person is the less would consider social media as a reliable source of 
information. People, in general, would tend to think that as elderly people are less familiar 
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with social media account they would tend to believe in everything that is posted, but this 
result shows the opposite.  
For question 6, I also analyzed the correlation age has with what extent, on a scale from 
1-7 (1= Unreliable and 7= extremely reliable) they would consider reliable to access 
data/information on social media. In this case, also the correlation with age is -1. This 
would mean that the older a person is the less likely it is to search for information on 
social media. Elderly people would not tend to look for information on their social media 
accounts.  
Question 7 asks the participant in the same previous scale to what extent do they consider 
reliable to access data/information by traditional sources e.g. News, TV, Radio, Books. 
In this scenario, the correlation was not significant 0.188 (p =0.284). Age would not 
influence the level of confidence the participant has in traditional information sources. 
Normally the tendency to think about this is that would be contrary to the previous points 
where age had a negative correlation. 
Question 8 proposes the following scenario: Imagine that you want to buy a watch. You 
are in the watch shop and you are in doubt between 2 options. A salesperson approaches 
you and suggests one by saying: "I think this option definitely suits you better!". From 
this question, there are two other open ones. Question 8.1 asks to what extent (1= Not at 
all and 7= Absolutely) would the participant be inclined to take the salesperson's advice? 
The goal of this question was to understand what factors determine being influenced in 
that same scenario that was proposed.  
The correlation this has with age is not relevant as its value is -0,137 (p =0.478 ). Question 
8.2 asks to what extent (1= Extremely unlikely AND 7= Extremely likely) the individual 
would be likely to purchase the watch the salesperson is recommending. The correlation 
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of this question with the age of the participant was also insignificant as its values are of -
0,091 (p =0.478 ). This result shows that age would not influence a person when is being 
influenced by a salesperson like in the analyzed scenario. 
From the 8th question scenario, question 9 asks the participant if they would have to 
choose,  from whom would they prefer to get the advice concerning which watch they 
should buy: from a salesperson of 20-40 years old or from one of 50-65 years old. This 
question is analyzed with question 8.1 in a binary logistic regression to develop a model 
that would show if the likelihood to accept the salesman suggestion would influence when 
a decision from whom they would prefer the advice. As =0,034 is lower than 0.05 it is 
clear that there is a significant influence and the positive value of the coefficient shows 
that there is an increasement effect,  meaning that if a person prefers advice from an older 
person is more likely to accept the advice from the salesperson in the scenario. This would 
imply a "weakness" for the person as it represents the way it can be persuaded. As well 
question 9 is also analyzed with question 8.2 (to what extent would you be likely to 
purchase the watch the salesperson is recommending? 1= Extremely unlikely, 7= 
Extremely likely) into a binary logistic regression. The p= 0.034 that is also lower than 
0.05. 
Question 9.1 would help us to understand the reason the participants have to decide 
between one of the options from question 9. The main reasons are that from one side 
younger people are updated and they think also that are more informed. When choosing 
an older one the justification states that they have wise ideas (73.5%), more experience 
(62.3%) and the higher option of being more trustable (57.2%). Finally, it was developed 
another binary logistic regression between question 9 and the age of the participant. The 
result of this model is that p=0,619 that is way bigger than the minimum of 0.05 that is 
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should have to be considered significant. This allows establishing that the age of the 
participant would not influence from which salesperson they would prefer to receive the 
recommendation.      
Participants were also asked to tell why they would consider themselves strong or weak. 
The answers were similar to the one from the other group of survey 1. The most relevant 
arguments were that they do exercise (52.4%), don't exercise (37.2%), have a strong 
behavior (14.5%),  physically healthy (10.4%),  know how to defend by themselves 
(10.2%) and that are mentally healthy (10%).  
Survey 2 helped to see that elderly people are not necessarily potential victims of a scam 
because age would not be a condition that would influence their level of vulnerability. A 
person is vulnerable because of other conditions that do not discriminate age, gender or 
economic situation. 
4. Conclusion 
From the research done in the two surveys, we can conclude that in most of the cases the 
type of fraud the participants have suffered are online. The participants indeed tend to 
think that the older a person if the higher the risk of being a victim of a fraud and that this 
condition decreases if the person has a certain educational level (e.g. engineer). As well, 
the participants tend to think that it would be easier to persuade an older person than a 
younger one but in contrast factors as being lonely at an elderly age would not impact 
how vulnerable they consider the person. In contrast, elderly participants do not trust 
social networks information or rely on them as a source of information even though in its 
majority they have at least one account in a social network.          
The first point emerging from this research is that age (contrary to what seems to be 
common wisdom) does not seem to be a crucial factor that would make a person more or 
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less vulnerable to be a victim of undue persuasion. As the person does not know what 
puts a person in a critical situation, is not able to be preventive. There are several other 
factors (e.g. social pressure, vulnerability, intimidation, etc.) that actually would make a 
person be frauded and can be present in any person. This information can tell us that the 
statement about age and persuasion or fraud should be kept studied as there is no clear 
answer for it yet.  
The necessity of understanding this last point is crucial for the governments in the case 
they want their legislation to be updated. Not only because the way frauds are committed 
is always changing and adapting but also because victims seem to do not feel protected 
or assisted by the actual legislation and institutions. The participant of this study stated 
several times that for them it was useless to report to the authorities what has happened 
to them. From one side because the capacity of the governments was limited and 
insufficient as well as the laws to protect them. On the other side is important to outstand 
how society recriminates the victims saying that it was their fault to be frauded as they 
were not preventive.  
This is why also education about fraud should be refocused. People still think wrongly 
how is the profile of a potential victim but they should have accurate data in other to be 
in a real capacity to be preventive otherwise scammers will keep committing fraud and 
people will still not know the real circumstances for this. Also because the environment 
of each person plays an imperative role as social pressure can be one of the factors that 
would people be victims. Even though it is true that older persons would be less familiar 
with social-network and other technological issues, this factor would not be determinate 
for these persons to be victims of fraud. As it is seen in theory and the investigation other 
factors would let that happen. 
21 
 
5. References.   
Age UK (2018). Support for Scam Victims. Accessed November 15, 2019. 
https://www.ageuk.org.uk/information-advice/money-legal/scams-fraud/support-for-
scam-victims/ 
Bandura, A. (2005). Principles of Behavior Modification. New York: Holt. 
Brownell, Patricia. (2010). Social issues and social policy response to abuse and 
neglect of older adults. Accessed December 27, 2019. 
https://www.sciencedirect.com/topics/psychology/ageism 
Carnevale, J. J., Inbar, Y., & Lerner, J. S. 2011. Individual differences in need for 
cognition and decision making competence among leaders. Personality and Individual 
Differences.  
Cialdini, R. 2007. Influence: The psychology of persuasion. New York: HarperCollins. 
ISBN: 978e0061241895. 
Experian. 2018. The 2018 Global Fraud and Identity Report. Accessed October 20, 2019. 
https://www.marketplace.org/2019/05/16/brains-losses-aging-fraud-financial-scams-
seniors/. 
Ermer, E., Cosmides, L., Tooby, J. 2008. Relative status regulates risky decision making 
about resources in men: Evidence for the co-evolution of motivation and cognition. 
Evolution and Human Behavior. 
Eurekalert. 2019. Low scam awareness in old age may be an early sign of impending 
cognitive decline. Accessed October 20, 2019. 
https://www.eurekalert.org/pub_releases/2019-04/acop-aoi040919.php 
Federal Trade Commission. 2015. Faking it — scammers’ tricks to steal your heart and 
money. Accessed October 21, 2019. https://www.consumer.ftc.gov/comment/51378 
Feloni, Richard. 2016. A psychologist explains the top factor con artists use to choose 
their victims. Accessed December 23, 2019. 
https://www.businessinsider.com/psychologist-explains-how-con-artists-choose-
victims-2016-3 
Forbes. 2018. Who's A Likely Scam Victim? Not The People You Expect. Accessed 
October 26, 2019. https://www.forbes.com/sites/bobcarlson/2018/06/26/whos-a-likely-
scam-victim-not-the-people-you-expect/#4fd5ec1e2aae. 
Ganzini, L, McFarland, B, Bloom, J. 1990. Victims of fraud: Comparing victims of white 




Guinote, A. 2007. Power affects basic cognition: Increased attentional inhibition and 
flexibility. Journal of Experimental Social Psychology. 
Hull, C. L. 1952. A Behavior System: An Introduction to Behavior Theory Concerning 
the Individual Organism. New Haven: Yale University Press. 
Kenda, Cherry. 2019. Psychology of Persuasion and Social Influence. Accessed 
December 26, 2019. https://www.verywellmind.com/what-is-persuasion-2795892 
Kirmani, A. Campbell, M., 2000. Consumers' Use of Persuasion Knowledge: The Effects 
of Accessibility and Cognitive Capacity on Perceptions of an Influence Agent. Journal of 
Consumer Research University of Chicago Press. 
Langenderfer, J., & Shimp, T. A. (2001). Consumer vulnerability to scams, swindles, and 
fraud: A new theory of visceral influences on persuasion. Psychology & Marketing, 
MarketPlace. 2019. Age of fraud: Are seniors more vulnerable to financial scams?. 
Accessed October 19, 2019. https://www.marketplace.org/2019/05/16/brains-losses-
aging-fraud-financial-scams-seniors/. 
Mishra, S. 2014. Decision-making under risk: Integrating perspectives from biology, 
economics, and psychology. Personality and Social Psychology. 
Modic, D., Lea, S. 2013. Scam compliance and the psychology of persuasion. Social 
Science Research Network. http://papers.ssrn.com/sol3/ 
papers.cfm?abstract_id1⁄42364464. 
NCBI. 2014. Correlates of Susceptibility to Scams in Older Adults Without Dementia. 
Accessed October 28, 2019. https://www.ncbi.nlm.nih.gov/pmc/articles/PMC3916958/. 
Psychology. 2015. Persuasion. Accessed December 23, 2019. 
https://psychology.iresearchnet.com/social-psychology/social-influence/persuasion/ 
Reiss, S. Havercamp, S., 1994. The sensitivity theory of motivation: implications for 
psychopathology. Journal of Consumer Research University of Chicago Press. 
Rusch, James. 1999. The social engineering of internet fraud. https:// 
www.isoc.org/inet99/proceedings/3g/3g_2.htm. 
 
 
